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i         THE  PROFESSIONAL  STATUS  OP 
J  SECURITIES  SALESMEN* 

Introduction 

It  is  a  great  privilege  to  have  a  chance  to  be  among 
you  and  to  meet  you  personally.  I  feel  that  I  have 
been  ratiier  unf (urtunate  in  that  I  have  iK>t  been 
able  to  attend  any  of  tiieee  eesBbiuB— except  tito 
first — up  to  the  present  time.  I  have,  however, 
been  privileged  to  discuss  the  course  with  a  great 
many  ci  the  individuals  who  are  taking  this  ooune 
with  Doetor  Fuld.  So  I  feel  that,  although  I  have 
been  ^'out  of  luck"  because  I  have  been  unable  to  be 
more  with  you  personally,  I  have  a  rather  thorough 
knowledge  of  a  great  many  of  the  individuate 
here  and,  as  I  have  already  said,  I  feel  very  razdy 
privileged  that  I  have  an  opportunity  to  reach  you 
today  on  a  more  personal  basis  than  heretofore. 

-Siflling  Intangihl— 

Hie  three  hardest  things  to  sell  are  the  intangi- 
btes — insuranoe,  advertising  and  securities.  The 

man  who  is  selling  a  commodity  has  a  sample,  the 
engineer  who  is  selling  machinery  has  specifica- 
tions; but  the  man  who  is  selling  something  that 
is  intangible,  si^  as  a  braid  ot  prafemd  stock, 
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or  any  other  form  of  investmeiit  issue,  is  forced 
to  sell  entirely  upon  the  impression  which  he  can 
create,  the  confid^oe  that  Ids  posonality  inspires, 

and  the  fiduciary  relation  which  he  can  establish 
with  his  client, 

Pralession  of  Securities  Selling 

Securities  selling  today  has  assumed  the  status 
of  a  profession.  There  should  and  there  does  exist 
among  the  high-type  securities  salesmen  the  same 
relation  with  their  clientele  that  a  lawy^  enjoys 
with  the  d^mtB  whom  he  serves,  or  the  ph3rsiGian 
attains  with  the  patients  whom  he  treats. 

The  business  of  securities  selling  has  risen  in 
the  last  decade  from  a  rather  hit-andnniss,  eoi-- 
oeedingly  unsdentific  buaiDesB,  to  a  profession 
that  is  upon  as  high  a  plane  as  those  who  enter  it 
choose  to  make  it.  And  it  rests  with  the  individual 
to  raise  it  to  that  plane.  Just  as  the  lawyer  of  a 
lower  type  can  drag  down  his  prcrfessicm,  and  the 
quack  doctor  can  prostitute  medicine,  so  the  securi- 
ties salesman  whose  ethics  are  not  of  the  proper 
standard  can  bring  into  disrepute  the  ethics  which 
the  men  who  endeaviur  to  devate  thdr  ptoimkm 
attampt  to  establish. 

Hmeety 

I  have  always  felt  that  there  were  certain  well 
defined  aasets  of  iAxe  pfirfessional  seeuritiee  salee- 
man.  The  very  highest  of  those,  gentlemen,  of 
course  is  the  attribute  of  honesty,  and  that  is  of 
the  sort  that  is  so  self-evident  it  requires  no  further 
esiplaimtion.  With  that  is  coui^  BeM-respectf 
which  in  the  final  analysis  is  an  atteibute  of  hmMrty. 
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Soicerity 


The  second  is  that  of  sincerity.  Sincerity  covers 
a  great,  great  msny  points.  It  covers  in  the  first 
place  ihe  fact  that  the  man  has  the  knowlec^  of 
that  which  he  offers,  because  a  man  cannot  be 
effective  in  his  presentation  from  his  point  of  view 
unless  he  can  carry  with  his  presentation  sincerity, 
which  is  predicated  upon  knowledge  of  the  security 
which  he  offers;  and  in  order  to  be  successful  with 
himself  and  with  his  cUent  that  knowledge  is  a 
prime  and  absolutely  indivisible  essential. 

Eameetnese 

Now,  earnestness  is  an  essential  which  must  not 
be  overlooked.  Unfortunatdy  in  the  profession 
of  bond  selling,  as  in  many  many  other  fields  of 
endeavor,  we  have  the  "line-of-least-resistance 
man,"  the  man  who  goes  into  the  business  with  the 
idea  that  it  is  a  nice  gentlemanly  occupation,  that 
the  hours  are  from  nine  to  five,  that  he  meets  the 
highest  type  of  people — all  of  which  is  true.  But 
the  progress  which  that  man  makes  is  circum- 
scribed by  his  mental  attitude.  * 

Solicitors  vs*  Salesmen 

I  was  going  over  to  Philadelphia  last  Tuesday 
morning  and  I  happened  to  meet  a  very  good  friend 

of  mine,  one  of  the  junior  partners  of  a  well  known 
and  well  established  Philadelphia  banking  house; 
and  he  was  talking  about  how  his  Bcmd  Depart* 
ment  had  grown.     I  asked  him  ''How  many  bond 

salesmen  do  you  employ?"  And  he  said,  *'We  have 
four  salesmen,  but",  he  said  '^we  have  got  an  awful 
lot  of  sohcitors." 


Now,  that  well  deBcribes  what  the  average  sales 

manager  in  this  game  of  ours  is  up  against.  The 
solicitors  are  the  sort  of  men  who  get  into  the 
game  for  reasons  I  have  just  described,  and  at  the 
end  of  five  years  they  are  just  exactly  where  they 
were  at  the  end  the  first  five  weeks.  And,  gentle- 
men, there  is  nothing  further  that  need  be  said,  I 
think,  in  regard  to  a  man  of  that  sort. 

Industry 

Industry,  of  course,  is  a  prime  essential.  The 
security  salesman  who  gets  ahead  today  profes- 
sionally is  the  man  who  is  tirdless,  the  man  who  is 
willing  to  make  his  first  call  at  eightrthirty  a.  m. 
and  is  still  going  at  ten-thirty  p.  m.,  if  there  is  a 
chance  to  ^'land'^  somebody.  And  he  must  not 
only  have  industry,  but  that  industry  must  be 
coupled  with  imagination,  the  imagination  which 
will  lead  him  to  seek  out  prospects  where  his  com- 
I)etitors  cannot  find  them,  the  man  who,  if  he 
comes  into  an  office  and  sells  the  head  bookkeeper, 
is  willing  to  go  all  the  way  down  the  line  of  desks 
to  get  every  assistant  bookkeeper  as  a  security 
buyer.  The  attribute  of  courage  I  should  have 
placed  before  in  this  list  of  attributes,  which  are 
all  practically  co-equal. 

Courage 

The  business  of  security  selling,  or  the  profession 
I  should  say,  is  no  place  for  the  man  who  lacks 

courage.  Security  markets  go  throng  certain  weJl 
defined  waves  and  cycles  which  move  with  the 
industrial  proq)erity  or  corresponding  depression 
which  the  country  undergoes.  The  man  who  is 
lacldng  in  courage  has  no  place  in  the  prcrfession; 
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because  unless  he  has  the  courage  to  belies 

in  himself,  to  believe  in  the  prosperity  of  the 
enterprises  whose  securities  he  presents,  in  the 
prospmty  and  ultimate  success  of  the  house 
that  he  repres^ts— at  the  first  sign  of  trouble 
his  mental  attitude  will  be  so  thoroughly  upset 
by  pessimistic  newspaper  articles  or  the  thousand 
and  one  influences  that  he  meets  day  by  day,  that 
unless  he  has  the  jcourag^  to  believe  in  himsdf  and 
all  those  things  I  have  mentkmed  he  will  reflect 
what  he  hears. 

Optimism 

There  is  not  an3i;hing  in  the'  world  more  useless 
than  a  pessimistic  securities  salesman,  because  once 
his  enthusiasm  is  lost,  once  he  allows  that  pessim- 
ism to  get  the  better  of  him,  he  had  better,  for  his 
own  sake  and  the  sake  of  his  chentele  and  his  pro- 
fessional reputation,  take  a  vacation  until  he  gets 
hold  of  himself. 

Technical  Knowledge 

I  have  already  spoken  of  the  attribute,  or  rather 
asset,  of  knowledge,  which  is  fundamental  and  which 
can  only  be  acquired  by  the  most  painstaking  and 
unremitting  study — which  means  not  only  study- 
ing your  securities,  but  also  studying  general 
financial  conditions,  the  state  of  the  money  market, 
the  state  of  exchange,  the  state  of  a  thousand  and 
one  things  which  are  matters  of  public  interest  and 
which  are  of  vital  importance  to  the  intelligent 
securities  salesman  in  making  an  analysis  of  business 
conditions. 

Fiduciary  Relation 

The  most  important  factor  for  the  security  sales- 
man to  establish  at  the  very  outset  of  his  career 
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is  that  fiduciary  relation  with  his  cUentele  of  which 
I  have  spoken.  The  profession  of  security  selhng 
has  branched  out  along  two  well  defined  and  dis- 
tinct lines.  We  have  the  one  school  that  regards 
a  security  as  a  piece  of  merchandise  and  considers 
security  selhng  a  merchandising  proposition.  We 
have  the  other  school  that  has  built  up  its  business, 
as  we  m  the  Doherty  Organization  have  done, 
along  the  well  defined  lines  of  establishing  a  fiduci- 
ary relation  with  each  and  every  prospective  and 
actual  customer  with  whom  we  come  in  contact. 
Let  me  dwell  for  a  moment  upon  the  results  of  the 
two  types  of  selling.  The  man  who  follows  the 
merchandising  principle  of  security  selling  is  abso- 
lutely disregarding  and  discarding  forever  the  best 
asset  which  the  securities  salesman  has,  and  that 
is  estabhshmg  that  close  and  intimate  relation 
with  his  Ghent  for  which  there  is  no  substitute. 


Flattery 

You  and  I  all  know  that  the  human  mind  is 
susceptible  to  flattery,  either  expressed  or  implied. 
Ji  we  do  not  admit  this,  we  are  lacking  in  frank- 
ness to  ourselves.  We  like  to  go  into  a  hotel  to 
which  we  are  accustomed  in  the  course  of  our 
travels  and  see  somebody  behind  the  desk  who 
as  you  register  will  shake  you  by  the  hand  and 
recognize  you  and  call  you  by  name.  If  you  are  a 
member  of  one  or  more  clubs  you  will  instinctively 
go  to  dinner  at  the  club  where  you  know  the  most 
people  and  where  every  employee  from  the  stew- 
ard down  knows  you.  Now,  that  extends  through 
every  human  relation  and  through  every  possible 
walk  of  hfe,  and  the  man  who  regards  a  security 
as  a  chattel  and  the  salesman  as  a  mere  vehicle 
of  disposing  of  that  chattel  is,  as  I  have  said, 
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discarding  the  most  priceless  asset  which  a  security 

salesman  can  ever  have. 

Order-Taker 

A  word  more  on  the  professional  relation.  Un- 
fortunately there  has  cropped  into  the  securities 
selling  profession  the  man  whom  I  have  described, 
the  "order-taker,"  the  man  who  joins  some  large 
organization  and  becomes  an  ammated  parrot, 
who  at  certain  well  defined  intervals  is  taken  into 
a  salesmen's  meeting  or  taken  individually  into 
the  office  of  some  adroit,  clever,  quick-thinking, 
clear-talking  sales-manager  and  has  his  tires  of 
enthusiasm  pumped.    That  man  is  a  human  par- 
rot—nothing else.    K  he  goes  into  the  oflice  of  an 
astute  client,  he  has  not  the  ghost  of  a  chance  to  do 
anything  except  just  hand  out  that  ^b  patter 
that  has  been  given  to  him,  which  he  repeats 
by  rote,  remembering  all  his  mind  will  retain  and 
trusting  to  the  Lord  that  he  will  remember  most 
of  it.    And  when  he  is  asked  an  intelligent  question 
he  has  got  to  "take  the  count."     He  has  not 
developed  the  power  of  intelligently  discussing 
the  topics  of  the  day,  which  have  a  direct  bearing 
upon  securities  sellhig;  he  is  just  a  "total  loss", 
and  that  kind  of  a  man,  as  I  have  ahready  said— 
and  please  bear  with  me  in  my  repetition— in  five 
years  will  be  just  where  he  was  at  the  end  of  five 
months.    He  is  an  "order-taker."    His  house  is 
carrying  him  on  its  reputation;  he  is  not  one  step 
further  ahead  in  his  profession  than  he  was  the  day 
he  entered  it. 

Importance  of  Profeesion 

G^tlemea,  I  do  not  want  to  take  up  too  much 
of  your  time,  because  you  have  a  trip  of  very  rare 
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interest  before  you  this  afternoon;  but  I  want  to 
take  the  hberty  of  trespassing  upon  your  time  long 
enough  to  read  an  extract  from  a  little  paper  which 
I  once  prepared  when  we  were  startup  the  very 
elementary   school   among   our  own  employees 
which  from  a  thought  has  developed  into  this  most 
successful  institution  which   Doctor   Fuld  has 
founded.       The  idea  that  I  have  in  mind  is  to 
reiterate  the  fact  that  in  all  forms  of  industry  the 
securities  salesman  plays  a  most  important  part. 
We  hear  of  the  marvelous  strides  which  have  taken 
place  in  engineenng  and  in  public  utiUty  engineer- 
ing particularly,  in  the  oil  industry,  what  the 
chemist  is  doing,  what  the  construction  engineer 
is  doing.     But,  gentlemen,  do  not  forget  that 
what  has  be^  accomplished  by  these  speciahsts 
in  their  own  lines  has  be^  made  possible  by 
the  money  which  the  securities  salesman  has 
raised  by  selling  the  issues  of  the  companies 
undw  developm^t. 

"A  securities  salesman  cannot  succeed  unless 
his  presentation,  presence  and  judgment  are 
such  that  they  will  impress  and  convince  those 
to  whom  he  offers  his  wares.  His  salesmanship 
must  be  of  the  highest,  since  he  deals  in  some- 
thing which  is  intangible  and  which  is  not  a 
commodity.  His  conscience  must  be  ever 
active  so  that  his  cMents  will  trust  and  follow 
him  and  no  other.  He  must  be  able  to  resist 
the  temptation  of  sharp  practice  in  the  face  of 
bitter  competition  and  beware  of  the  pitfall  of 
offering  second-rate  securities  with  long  profits. 
He  must  be  of  good  cheer  and  of  courage 
through  all  conditions  of  world  finance,  and  his 
courage,  always  tempered  by  judgment  rather 
than  impulse,  must  be  of  the  sort  that  com- 
mands respect  and  brings  him  business.  It  is, 
of  course,  obvious  that  he  cannot  have  these 
attributes  unless  his  belief  in  his  house  and  his 
security  is  so  implicit  that  no  shadows  of  doubt 
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nor  question  ever  enter  his  mmd  to  doud  his 
selhng  enthusiasm. 

"Fortunately  the  bond  salesman  who^  lacks 
the  above  attributes  and  who  is  deficient  m  real 
liking  and  interest  for  his  profession  does  not 
endure  in  this  field  of  endeavor.  T^e  salesman 
who  regards  those  with  whom  he  deaJs  as  vic- 
tims, "suckers"  in  the  vernacular,  rather  than 
clients,  is  doomed  to  failure  in  his  inability  to 
again  sell  investors  to  whom  he  has  afready 
sold  securities.  A  reputation  for  unswarvmg 
and  persistent  loyalty  to  house  and  customer 
is  a  bond  man's  most  priceless  asset  and  of 
more  value  than  any  omer  quality. 

AUUty  to  go  Back 

In  that  connection— and  I  am  afraid  I  am  rather 
jumping  from  one  subject  to  another,  but  I  have 
struck  a  reminiscent  vein — I  remember  the  most 
marvelous  bond  man  I  have  ever  met  was  one  who 
could  go  into  a  community  once  and  could  sell 
more  securities  than  any  human  being  that  I  have 
ever  seen,  but  he  could  never  go  back  unless  he 
had  full  militia  protection.     That  man  was  the 
most  magmficent,  monumraital  and  outrageous 
liar  that  I  have  ever  known,  and  today  he  has 
dropped  from  the  pinnacle  of  his  profession  to 
where  there  is  not  a  single  house  of  any  reputation 
or  of  any  decency  that  will  employ  him,  simply  be- 
cause in  his  greed  to  do  business  he  made  state- 
ments of  a  nature  that  he  has  never  been  able  to 
substantiate  and  that  has  made  it  absolutely  im- 
possible to  resell  anybody  he  has  once  sold. 

Defending  the  Profession 

Now,  gentlemen,  there  are  other  attributes  that 
a  bond  sft^Afftpa-n  or  a  securities  salesman  must 
have.    His  purpose  should  not  be  entirely  selfish. 
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that  of  merely  sdling,  but  it  should  be  sufficiently 
broad-gauged  to  reaJize  tiiat  there  are  certain 

duties  that  he  owes  his  profession  and  the  com- 
munity at  large.  He  should  resent,  and  resent 
very  keenly,  any  man  who  makes  an  accusation 
i^ionst  the  profession  of  bond  selling  or  upon 
the  good  name  of  finance.  For  example,  he  should 
do  just  as  I  heard  a  friend  of  mine  do  the  other 
day,  very  vigorously  call  down  a  third  party 
who  made  a  slurring  remark  about  the  financial 
district  in  general,  which  I  really  think  he  made 
in  more  or  less  of  a  joke,  by  saying  that  Wall 
Street  was  no  place  for  him,  because  it  had  a 
graveyard  at  one  end  and  a  river  at  the  other. 
But  it  simply  iUusbrates  the  point  that  there  is 
a  great  deal  more  in  security  selling  from  an  ethical 
standpoint  than  actually  placing  securities  in  a 
conscientious  manner.  It  means  taking  upon 
yourself  tiie  burden  of  upholdii^  and  d^ending 
the  prosperity,  the  future  and  the  good  name  of 
our  country — and  all  that  a  very  broad  interpreta- 
tion of  this  suggestion  implies. 

Client  Always  Right 

Just  a  word  as  to  what  I  have  always  considered 
the  proper  relation  of  the  bond  noian  to  his  chent. 
One  of  the  greatest  hotel  businesses  that  has  ever 
been  established  was  built  up  on  the  theory  that 
the  guest  was  always  right.  In  our  profession  the 
client  is  always  right,  up  to  the  point  where  any 
aspersion  is  cast  upon  the  house  which  we  repre- 
sent. Now,  if  you  can  reconcile  those  two  state- 
ments, gentlemen — and  I  know  that  you  can — 
you  will,  I  think,  have  the  idea  of  just  what  our 
relations  with  our  clientele  should  be. 

A  bond  man  should  resent  and  resent  just  as 
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ke^y  any  slur  upon  the  fair  name  or  the  repu- 
tation of  his  house  as  though  he  himself  were 
deliberately  accused  of  business  dishonesty.  You 
gentlemen  cannot  imagine,  and  you  will  have  to 
take  my  word  for  it,  because  I  have  been  in  the 
game  just  long  enough  to  see  how  it  works  out, 
how  much  respect  loyalty  and  enthusiasm  compels. 
That  is  one  thing  which  will  never  be  discounted; 
it  is  one  thing  which  will  always  command  respect. 
They  may  laugh  at  you  kindly  for  being  en- 
thusiastic about  your  house,  but  they  will  respect 
you  for  it  just  the  same,  gentlemen,  and 
that  respect  is  something  which  you  can  value 
more  than  almost  any  other  attribute  with  which 
your  dientete  may  see  fit  to  endow  you. 


Loyally 

Gentlemen,  loyalty  is  a  most  priceless  asset  when 
coupled  with  honesty,  the  most  priceless  we  have. 
If  a  man  cannot  be  loyal  he  is  better  off  dead.  If 
a  man  cannot  get  up  each  morning  and  feel  that 
everything  m  right  between  him  and  those  with 
whom  he  is  assodated  his  day  wSi  start  with  a 
cloud,  and  that  cloud  cannot  be  dispelled  until 
that  mutual  tmderstanding  which  begets  loyalty  has 
been  established  again  so  firmly  that  it  cannot  be 
shattered.  It  is  not  a  questiim,  gentlemen,  of 
what  we  are  making,  of  whether  business  is  good 
or  whether  business  is  on  one  of  its  periodic  declines. 
It  is  recognised  that  when  we  accept  employment 
&om  a  house-^hether  we  axe  making  one  dollar 
a  month  or  whether  we  are  making  ten 
thousand— that  house  is  entitled  to  the  fullest 
degree  of  loyalty  and  of  persistent  effort  and  of 
Anf.^i^ffiQffry>  and  enthusiastic  performance,  no  matter 
what  the  conditknis  may  be*    Far,  inespective 
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of  the  unount  of  oompensation,  whether  it  be 

one  dollar  or  ten  thousand  dollars,  as  long  as 
that  compensation  is  accepted,  fully  one  hundred, 
and  never  less  than  one  hundred  per  cent,  of 
loyalty  is  fair  to  botii  contracting  parties,  the 
house  and  the  salesman. 

The  Discourteous  Client 

I  will  never  foi^t  one  experience  when  a  bond 
man  came  in  to  me  and  told  of  a  particularly  dis- 
courteous bit  of  treatment  which  he  had  re* 
oeived  on  the  part  of  a  prospective  customer. 
He  told  me  witti  rather  a  smug  grin  that  he  had 
asked  that  man  whether  he  had  sworn  ofiF  courtesy 
for  Lent,  and  then  went  out  and  slammed  the  door. 
Now,  he  thoiight  that  was  a  very  pat  example  of 
slapstiok  rq>artee.  He  felt  bettw,  he  got  it 
off  his  chest;  but  could  he  ever  go  back  and  see 
that  man?  Think  of  that.  If  the  man  were 
willing  to  see  him,  granting  that  for  the  sake  of 
aigamfint,  oould  he  establish  that  relation  that  is 
necessary  in  ord^  to  build  up  successful  boemess 
between  the  two? 

Our  Own  Issues 

Gentlemra,  we  have  one  advantage  here,  or 
rather  the  man  who  sells  the  securities  of  Henry 
L.  Doherty  &  Company  has  one  advantage  greater 
than  that  of  the  average  banking  house^  and  that  is 
the  fact  that  our  security  offoingB  are  based  entirely 
upon  issues  with  which  our  name  is  directly  identified. 
The  average  house  having  a  diversified  list  of 
municipals,  railroad,  industrial  and  various  forms 
of  corporation  bonds  is  lacking  in  that  which 
is  our  greatest  asset  and  which  always  will  be — 
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the  fact  that  every  security  which  a  representative 
of  the  Bond  Department  of  Henry  L.  Doherty 
Company  will  ever  have  to  offer  is  backed  by  the 
Doherty  Organization  in  its  entirety,  as  bankers,  as 
engineers,  as  operators,  as  fiscal  agents.  We  have  to 
live  with  that  security  through  its  hf  e.  This  is  not 
the  case  that  prevails  among  the  average  bond 
houses,  when  they  buy  an  issue,  foi^t  about  it 
and  have  no  further  interest  in  it  except  to  say 
that  they  had  successfully  imderwritten  and  sold 
it.  We  must  live  with  our  securities,  every  one 
of  them,  through  their  corporate  life.  And  it  is 
the  greatest  asset  we  can  possibly  have;  it  is  the 
greatest  asset  you  can  present  to  your  clientele — 
the  fact  that  each  and  every  security  with 
which  our  name  is  identified  and  which  we  will 
have  to  offer  is  the  security  in  which  every  depart- 
ment of  the  House  of  Doherty  is  interested, 

Doherty  Organization 

Just  a  word  about  our  own  Organization,  I 
was  showing  a  friend  of  mine  through  the  office 
not  long  ago  and  I  asked  him  what  his  impressions 
were,  and  among  the  many  flattering  thix^  he 
said  there  were  two  remarks  which  he  made  which 
stood  out  in  my  mind.  He  said,  "I  have  never 
seen  the  door  of  the  office  of  an  executive  of 
the  Doherty  Oxganisation  that  was  closed".  And 
he  said,  "I  have  never  seen  any  Oi^anisation 
where  as  many  of  the  executives  had  hanging  in 
their  private  offices,  pictures  of  their  fellow  execu- 
tives". 

Doherty  Spirit 

Mr.  LePorin  has  told  you  about  the  Doherty 
spirit.    Anything  further  is  superfluous. 
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Now,  gentlemen,  we  who  place  the  securities 
with  which  the  namd  of  Doherty  is  identified  and 
who  feel  and  five  in  that  Doherty  Spirit,  let 
us  carry  that  same  spirit  of  the  open  door 
and  the  picture  on  the  wall  to  our  clientele. 
I  thank  you. 


PRESS  OF 
CLARENCES.  NATHAN*  INC, 
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